They had to take vacation time in addition to paying their own way recall another incident at the 1984 APT Convention in Chicago. Technicians who worked in a local hospital wore T-shirts that said "Peon Slime" because that is what their pharmacists called them. A joke maybe? These days most ethnic jokes are no longer considered funny because we realize there is frequently an insidious mes sage being conveyed. I believe the same is true of phar macists who slur technicians. Technicians are not unlike people everywhere in all walks of life. They want respect, they have a thirst for knowledge, and they want opportunities to improve themselves and their working environments.
In the next issue of jPT, I will provide some of the results of our reader survey. One fact that I can now share pertains to technician education; technicians were generally dissatisfied when asked how they felt about the effective use of their education. This may mean that they are overeducated and are not being used effectively, or it may mean they have not been given the opportunity to expand their basic intel ligence. In either case, it raises the question, "How can pharmacy managers obtain a higher level of effective ness from technicians?"
To me the answer lies in improving their education and training, both external and internal. The avail ability of educational programs for technicians has increased significantly in the past few years. APT has annual national and regional meetings, and its chapter journal of Pharmacy Technology Volume 5 November/December 1989 affiliates have local monthly meetings. Pharmacists, too, are now conducting more programs directed to technicians and are putting technicians in charge of running these programs. This is happening at all levels: national, state, and local.
Technician education is an indispensable element because vvithout it pharmacists themselves cannot advance.
It is probably not necessary to draw a distinction between educational programs held at meetings of pharmacists and technicians, and those internal pro grams conducted by the employer or the more formal ones put on by schools and colleges. However, those who can afford to attend only one type need to assess the benefits of all kinds of continuing education before deciding where to spend their time and money. On page 263 there is a discussion of the value of inservice education programs.
Registrants may derive different benefits from pro grams conducted by technician or pharmacy organiza tions at professional meetings than from inservice education programs. Because these meetings are of a short duration, they usually are not highly structured educational experiences such as a hospital or school might offer. This may be considered negative but, on the positive side, these meetings generally provide the latest information on the subjects presented and cover more topics. Thus, the focus often tends to be on breadth rather than depth. Technicians who attend national and regional meetings return to their work place full of new information covering a wide variety of material. The opportunity to meet with numerous tech nicians (and sometimes pharmacists) from other localities sharpens their knowledge of practical applica tions in many areas.
We are all educated in school to a certain level, we accept employment, and from that point we get addi tional knowledge about our jobs from our employer and coworkers, and, if we are fortunate, from a variety of external sources. I believe that pharmacists must wake up to the value of providing opportunities for the external education of their technician staff, and manag ers must make a financial commitment to technician education. The education and consequent improve ment of the knowledge base of pharmacy technicians is a sine qua non for pharmacy; that is, it is an indispensa ble element because without it pharmacists themselves cannot advance. Pharmacists are seeking to practice clinically. How they expect to find time to do this with out well-trained and highly educated technicians to take over the work they want to give up remains a mystery. 
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